ONE-YEAR INDEX 


Buying Groups 

¢ IMCO meeting draws new member, 62 vendors. Je 
90:11. 

¢ Starline Dealer group helps the little guy. My 90:20. 


FOCUS 

¢ BD promotes safety with worldwide program. N 
90:7. 

¢ Low-profile Colonial beats drums on stockless. D 
90:7. 

Study: stockless is working (Donald E. L. Johnson). 
0 90:1. 


Health Data Indicators — Planning Indicators 
¢ Cancer accounts for 8% of Medicare hospitaliza- 
tions. D 90:22. 
¢ CEOs rate purchasing groups in Gallup study. Jl 
90:22. 
¢ Comparison of nursing magazine demographic cir- 
culations. Je 90:22. 
¢ Five year data confirms shift to outpatient site of 
care. N 90:22. 
¢ Heart Disease Medicare Discharges and Deaths. S 
90:22. 
¢ Home health care services mix varies by type of 
agency. My 90:22. 
© How Medicare will distribute 1991 hopsital pay- 
ments. Ag 90:22. 
¢ Long-term patients choose proprietary agencies for 
home health needs. My 90:22. 
© More than 20% of retired persons have only medic- 
aid coverage. Ap 90:22 
© 19% of retired persons don’t have any private insu- 
rance coverage. Ap 90:22 
¢ Survey predicts total nursing home beds will rise 
5% in 1990. Mr 90:22 
Nursing home ownership in the United States: 
75% are for-profit. 
Sample show few nursing homes connected to 
hospitals in the United States. 


Henderson’s Trend Report (John Henderson) 

© Group purchasing enters new phase in 1990. Je 
90:12. 

¢ Individual contracts secure market share. Ag 90:12. 
¢ National account renewals hinge on value. Ap 
90:12. 

¢ National account strategies are shifting. Mr 90:12. 
¢ Performance-based contracting comes of age. N 
90:12. 

* Second generation contracts contracts easier to 
renew. Jl 90:11. 


Hospital Spending 
* Hospital high-tech spending lowers reserves. N 
90:14. 


Johnson’s Column (Donald E. L. Johnson) 

¢ AHA booths work best when staffed by popular 
executives. S 90:2. 

¢ Financial relief for health care providers may be on 
the way. Je 90:2. 

¢ Health Industry Today expands statistical reports. 
N 90:2. 

¢ Manufacturers use one to five national accounts 
managers. Ap 90:2. 

© Merck’s Medicaid price breaks may be answer to 
formularies. My 90:2. 

¢ Nursing magazines sparkle. Je 90:1. 

¢ Pharmaceutical firms lead drug industry in man- 
aged care segment. Ap 90:3. 

* Poll sponsorship brings publicity and market info. 
Ag 90:2. 

¢ Providers put environmental demands on their 
suppliers. J] 90:2. 

¢ Recession, inflation threats may slow med-surg 
sales. O 90:2. 
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¢ Bad experiences are hard to overcome. Mr 90:13. 

¢ Customer education programs show returns. Je 
90:13. 

* Don’t let the company’s good times slip away. Jl 
90:12. 

¢ How to sell to senior hospital management. Ag 
90:13. 

¢ How to improve your revenue forecasts. My 90:12. 
¢ Making the most of your sales force. Ap 90:13. 

¢ Physician group practice market is changing. S 
90:12. 

¢ Positioning your sales force for the future. D 90:13. 
¢ Rating your top management's capabilities. N 
90:13. 


Marketing Communications 

¢ Bolster telemarketing with printed materials. Je 
90:19. 

© Competitor profile provides marketing edge. My 
90:19. 

* Creative promotions draw customer response. Jl 
90:18. 

© GPOs advocate cost-saving approaches. Ap 90:20. 
¢ GPOs define “value added.” Ap 90:19. 

¢ How to get the most from your public relations. Ag 
90:19. 

¢ How to make a successful sales presentation. S 
90:19. 

¢ Industry’s biggest show takes a year of planning. Jl 
90:19. 

¢ Newsletters increase name recognition and good 
will. Mr 90:20. 

¢ Using meetings to bridge communication. Ap 
90:19. 


Market Memo 

¢ Apnea market is struggling. O 90:1. 

¢ Baxter to evaluate decentralization. Mr 90:9. 

¢ Cancer therapeutics products changes with the 
times: New techniques begin to emerge. Mr 90:8. 

¢ Cholesterol analyzers vary. N 90:1. 

¢ Diabetes products compete. S 90:1. 

¢ CT scanner, MR imagining sales complement one 
another. Jl 90:8. 

¢ CTs sell despite MR popularity. Jl 90:1. 

* Doors open in waste disposal. My 90:1. 

¢ Ear thermometers on the rise. Ap 90:1. 

¢ Healthweek changes direction. Ap 90:1. 

¢ High-tech IVs raise issues. Je 90:1. 

* Incidence of needle-stick injuries to health care 
workers in the hospital. Ag 90:7. 

¢ Is Acuson’s 128XP causing an order drought? N 
90:6. 

* Lasers aim at general surgery. D 90:1. 

* More hospitals prefer prime vendor distributors. 
Ap 90:7. 

¢ Needle-stick products expand. Ag 90:1. 

¢ New IVs designed to reduct costs, facilitate nurse’s 
job. Je 90:6. 

¢ Ophthalmic laser market keys in on service. Je 90:7. 


¢ Orthopedic products go global. Mr 90:1. 

* Oxygen concerntrators favored by new payments. 
S 90:8. 

¢ Pacemaker leaders set new market strategy. Ap 
90:6. 

¢ The products to watch in 1990. Mr 90:1. 

¢ Small companies shape teleradiology market. D 
90:10. 

¢ Strong package attracts ads. My 90:1. 

* Surgical gloves market will have little growth. Ag 


Market News 
HiMA meets to analyze negative TENS study. Jl 
90:20. 


Market Reports 

¢ Accounts receivable hurts home care industry.N 
90:10. 

¢ Drugs for neurological disorders will increase. N 
90:11. 

¢ New contrast media agents are on the rise. Ag 
90:11. 

¢ New products spur growth in hormonne market. N 
90:11. 

¢ Technologies drive stones treatment market. Ag 
90:10. 

¢ World clinical lab market poised for growth. S 
90:11. 


Market Segments 

¢ Cardiovascular equipment market will boom. My 
90:10. 

* Digital imaging systems gain popularity. Mr 90:10. 
¢ Exciting opportunities abound for blood banking 
and plasma products and disposables. My 90:11. 

* Less invasive technology, superior diagnostic tech- 
niques rekindle interest in urologicals. Je 90:10. 

¢ Market for in-vitro home diagnostics poised for 
rapid growth this decade. Mr 90:11. 

* Radiopharmaceuticals to change dynamics of diag- 
nostic and therapeutic markets by 1995. Ap 90:11. 

¢ Short- and long-term views of generic market. Ap 
90:10. 


Market Trends 

¢ IV antibiotic therapy to dominate market. My 90:8. 
* Uni-Patch offers free merchandising support aids, 
newsletters to dealers. My 90:9. 

* Vertical integration hits home in New York. Mr 
90:19. 


Media Memo 

¢ Advertising pages decline in health care maga- 
zines. Mr 90:6. 

¢ Diagnostic Imaging is best. N 90:1. 

¢ Home health pubs are weak. Ag 90:1. 

¢ Hospital pubs are strong. S 90:1. 

© Medical Economics is leader. Jl 90:1. 

¢ Nursing magazines sparkle. Je 90:1. 


News Briefs 

¢ Abbott promotes chlamydia test. Ag 90:5. 

¢ Abbott’s new division gains accounts. My 90:5. 

* Abbott to reach CEOs with info systems. Ap 90:3. 

¢ Abundant opportunities for suppliers in 1990s. Ja 
90:18. 

¢ Aequitron acquires oxygen concentrator line. Ag 
90:4. 

¢ Appellate court clears Medtronic of wrongdoing. O 
90:5. 

¢ AmeriNet/HSCA lawsuit may threaten vendors. Je 
90:3. 

¢ Banks aren’t distributor's sole source of funding. O 
90:3. 

Baxter, BD sign licensing agreement. D 90:5. 

¢ Baxter rumored to place emphasis on distribution. 
My 90:3. 

¢ Baxter's restructuring hits hospital sales force. Je 
90:3. 

¢ Baxter sells software business. Ag 90:3. 

¢ Baxter signs agreements with Bard, Kendall. O 
90:6. 

¢ Baxter signs 10th KIT agreement. S 90:3. 

¢ Baxter will continue to be a full-line distributor. N 
90:5. 

* BOC acquires Albion, Raman Technology. S 90:4. 

* BOC licenses Ohmeda products to Japanese firm. Jl 
90:5. 

* BoMed, Swiss firm sign private label agreement. D 
90:6. 

¢ BOM Group forms U. S. subsidiary. My 90:3. 

¢ Burroughs to expand managed care staff. Ap 90:4. 
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* Business of dealer accreditation seen creating its 
own competitive spark. Ja 90:12. 

© Carex switches to direct sales in Eastern market. Jl 
90:5. 


¢ Colonial confirms buyout discussions with Koley’s. 


N 90:3. 

* Consulting firm pursues venture agreement. N 
90:5. 

© Contemporary LTC beats competitors in ad pages. 
Jl 90:5. 

¢ Cornell Surgical takes on three new vendors. Jl 
90:5. 

* Coulter’s marketing budget to climb 20%. O 90:4. 
¢ Demographic shifts spur changes for businesses. Ja 
90:19. 

* Device to detect glove defects in development. Ja 
90:8. 

¢ Distributors want to be billed FOB destination. D 
90:6. 

¢ Dorenfest gets access to health care database. Ag 
90:5. 

¢ Dornier enters urological X-ray systems market. S 
90:4. 

¢ Dornier increases its share in Acoustic Imaging. N 
90:4. 

¢ DRG revisions could help produce reimbursement 
for hospitals. Ja 90:7. 

¢ Eli Lilly may sement marketing staff. Ap 90:4. 

¢ 50% of Central States’ distributors use GPOs. O 
90:5. 

¢ Foster acquires Wendt-Bristol. Je 90:5. 

¢ Fukuda Denshi builds physician force. My 90:4. 

¢ General Medical wins suit against former presi- 
dent. J] 90:5. 


¢ Health care specialists form own market firm. S 
90:5. 


¢ Healthdyne sells unit. Mr 90:4. 
¢ HealthWatch seeks entry into primary care market. 
Je 90:5. 


¢ HIDA defining distributor's role in effect reporting. 


jl 90:4. 

¢ HIDA study shows promise for stockless. S 90:3. 

¢ Hospitals’ need for effective communication sys- 
tems opens doors for distributors. Ap 90:4. 

¢ HSCA loyal to vendors but open to new deals on 
some product lines. Mr 90:3. 

¢ Hybritech to introduce multi-media sales training. 
O 90:4. 

¢ IMCO adds two members. Ag 90:5. 

¢ IMCO exxpands its membership by two. N 90:5. 

¢ IMCO takes on two more members; nearing 60. S 
90:5. 

¢ Invacare enters nursing home market. Ag 90:3. 

¢ In contrast to managers’ perceptions, sales repre- 
sentatives have few complaints about their jobs. Mr 
90:4. 

International trade fair to be held in Tokyo. S 90:5. 
¢ IRS denied priority claim status in Chap. 11 case. 
My 90:5. 

© J&J markets hepatitis C test, Abbott’s next. Je 90:4 
* Kinetic Concepts buy Medirec. Je 90:3. 

* Kirschner discontinues Chick lights, tables. My 
90:4. 

© Market services firm adds two to client list. N 90:4. 
* MDs face more scrutiny from HHS fraud squad. Ja 
90:10 

¢ MEDIQ, Inc. merges three eastern-market distribu- 
tors. Ja 90:6. 

* Medtronic to distribute ResCare CPAP systems. D 
90:5. 

¢ Medtronic wins Supreme Court victory. Jl 90:3. 

¢ Midmark’s “theme” exhibits stand out from a 
crowd. Je 90:4. 

¢ Multiple products require multiple sales forces. N 
90:3. 

¢ National takes on Fukuda Denshi ECG. D 90:5. 

¢ New fee schedule is gentler to ophthamologists. N 


90:5. 

¢ NHHCE to offer new exhibits. Ag 90:4. 

¢ O&M sells Harbor, works with Sterile Concepts. N 
90:3. 

¢ OR signed on by Buffalo Medical, Procare. Je 90:5. 
¢ Pharmaceutical firms lead drug industry in man- 
aged care segment. Ap 90:3. 

¢ Picker distributes Smith & Nephew’s barium. My 
90:5. 

¢ Presence of hospital execs at show changes ven- 
dors’ sales strategies. Ja 90:9. 

¢ Product discount stores set to open—with frills. Ja 
90:6. 

¢ PSS expands, opens two locations. Je 90:5. 

¢ PSS expands physician market coverage to South- 
ern California. Mr 90:4. 

© Rajowalt acquires Sunrise product line. D 90:4. 

¢ Should lab-test charges be rolled into doc’s fee? D 
90:4. 

¢ Slow medicare payments affect hospital suppliers. 
My 90:3. 

¢ Son of CIDA founder starts new buying group. Jl 
90:4. 

¢ Spectrum takes on Microtec distributors. Ap 90:4. 
¢ Statlabs buys Cobe transfusion filter line. J] 90:4. 

¢ Suppliers should intervene on behalf of providers. 
D 90:4. 

* U.S. Medical seeks $2.1 million in libel damages. Jl 
90:3. 


Physician Lab Report 
* Cost of lab oversight fees becoming clearer. D 
90:12. 


Price Index 
¢ Producer price index up 0.9% in September. N 
90:20. 


Product Strategies 

¢ Access multiple markets with assay system. My 
90:13. 

¢ Acculab promotes system with mix of sales forces. 
My 90:15. 

¢ Acuson provides value added package. S 90:15. 

¢ Alconox revamps promotional materials. Mr 90:14. 
¢ Alpha targets cardiac catheter lbs. Ap 90:15. 

¢ American Distribution Service saves sales time. Je 
90:14. 

¢ An-Con lines up distribution network. Ag 90:14. 

¢ Applied Bio-Tech to add distributors. Mr 90:16. 

¢ Arcoa upgrades device for the disabled. Je 90:16. 

¢ BAS named exclusive distributor of lab system. Mr 
90:16. 

¢ Baxter sees high demand for new pump. Jl 90:13. 

° Bed rails fit home health care market needs. N 
90:15 

* Biomed to hire alternate site representative. Ap 
90:15. 

¢ Business On Hold offers value-added service. J] 
90:14. 

¢ Cabot runs training workshops. Mr 90:14. 

* Carex uses telemarketing to reach mature market. 
My 90:14. 

¢ Compact pulmonary test works by click of mouse. 
N 90:16. 

¢ ConvaTec hits ostomy market. Ag 90:14. 

¢ Cone targets the physician’s office. Mr 90:14. 

¢ Critikion goes after nurse managers. Ag 90:15. 

¢ Devon uses combination sales for sharp line. D 
90:15. 

¢ Disposal to take on reps to sell sharps system. S 
90:15. 

¢ Edgeco promotes new wheelchair with discount. Je 
90:16. 

¢ Effective promotions are key to selling to home 
health markets. Mr 90:15. 

¢ Ferno [Ile to market physical therapy system. My 


90:14. 

¢ Fukuda Denshi hits physician market. Ag 90:16. 

¢ Fukuda Denshi’s new reps to sell ECG. J! 90:13. 

* Goetze-Niemer acquires new injectable Steris line. 
Ap 90:14. 

¢ Graham-Field adds pressure-management line. N 
90:15. 

¢ Graham-Field’s dual sale forces divide markets. Jl 
90:15. 

¢ Henley sells treatment unit through distributors. S 
90:15. 

* HIDA sets 1990 agendas: Market group will study 
stockless inventory systems. Mr 90:17. 

¢ IDC hits the media with stand-up wheelchair. Jl 
90:15. 

* Image Data uses combination sales force. S 90:15. 
* Imex develops diagnostics designed for physician. 
My 90:15. 

¢ Imex targets OB/GYN, family practices. Ag 90:14. 
* Independent Care enters market with new bed. S 
90:13. 

¢ Invacare reps target long term, acute care. Ag 
90:16. 

* Kimberly-Clark targets new hospital markets. Je 
90:14. 

¢ Kimberly-Clark targets orthopedic surgeons. Ag 
90:15. 

¢ Large-capacity sterilizer uses no fluorcarbons. D 
90:14. 

* LecTec hits trade press with wound care gel. Mr 
90:16. 

* Life Corp. enters health care with oxygen pack. My 
90:14. 

¢ Lihtan sells lasers through exclusive network. N 
90:15. 

¢ LipoGen uses specialized sales force for ELISA 
tests. Je 90:15. 

* Lipo sales reps target reference labs. S 90:14. 

¢ Lithan forms network to market new laser system. 
yl 90:15. 

¢ Lossing markets lumbar system to dealers. S 90:14. 
¢ Low cost Lumex recliner competes product line. D 
90:15. 

¢ Lumex introduces three products at NHHCE. N 
90:17. 

¢ Manufacturers split over hiring “medical” vs. 
“sales” reps. Je 90:15. 

© McKesson’s seminars draw dealers. Je 90:16. 

* Medtronic offers world’s smallest pacemaker. D 
90:15. 

© MDT Corp. evaluates the merits of 35% discount. O 
90:5. 

* Medical Systems targets docs with cardiac monitor. 
My 90:13. 

* Medical Systems goes after physicians. Jl 90:13. 

© Medtronic Andover targets critical care areas. Ag 
90:16. 

* Medtronic plans sales program for Elite. Jl 90:13. 

* Mega hospital reps sell orthopedic ket. S 90:13. 

¢ Midmark to sell stretcher through distributors. S 
90:13. 

* Mobile Diagnostics markets mobile cath lab. S 
90:13. 

¢ Monitoring equipment lays path for step-down 
units. D 90:14. 

¢ National dealer network targets multiple markets. 
D 90:16. 

¢ Neuropedic markets bed to multiple markets. N 
90:15. 

¢ Newly-formed Primedic hits multiple markets. Ag 
90:16. 

¢ New X-ray generator aimed at clinics, doctors. N 
90:17. 

* On Gard selects Baxter as distributor. My 90:13. 

* Pace Tech finds new markets with monitors. N 
90:16. 

* PA Medical sells cuff through reps. J] 90:15. 
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e Pharmaceutical companies must change price strat- 
egies. My 90:14. 

¢ Pharmaceutical firms lead drug industry in man- 
aged care segment. Ap 90:3. 

¢ Philips extends line of cardiac imaging software. 
My 90:15. 

* Physician office surgery forecasted to boom by 
mid-1990s. Ap 90:15. 

¢ Picker first to sponsor radiology consortium. Jl 
90:15. 

e Picker targets hospital purchasing committees. Ag 
90:16. 

¢ Portable version of First Temp hits marketplace. N 
90:15. 

¢ Powderless examination glove market grows. O 
90:5. 

¢ Precision Forms buys Brentwood. Ag 90:3. 

© Quinton experts sell revamped system. Ap 90:14. 
¢ Quinton reps market catheter kits. S 90:15. 

* Quinton reps sell blood pressure monitor. Ag 
90:14. 

¢ RedLine holds sales contest at customer level. Mr 
90:14. 

¢ RF Tech hits nursing homes with alert systems. Je 
90:14. 

© Sandoz signs on and educates psychiatrists. Ap 
90:16. 

¢ Searle launches doctor give-away program. Jl 90:13. 
¢ SeisMed pursues key accounts. Ap 90:16. 

¢ Sharplan teaches hospital laser marketing. Je 90:14. 
¢ Simplex enters health-care communications. Ap 
90:14. 

¢ Smith & Nephew Perry to distribute Allied liner. 
My 90:15. 

* Solid Waste targets small to medium generators. Je 
90:15. 

¢ Specimen bag aimed at high end of market. D 
90:15. 

 Steridyne back cushion only one to use gel. N 
90:17. 

¢ Strato to market shunt with expert sales force. My 
90:15. 

¢ Sunrise promotes name through scholarships. Jl 
90:15. 

¢ Technical Resources signed on by Sharp. Je 90:16. 
¢ Technology firm offers courses for device manufac- 
turers. N 90:16. 

¢ Telectronics markets pacing system. Ag 90:14. 

© 3M to market two new additions to TENS line. Mr 
90:16. 

¢ U.S. Surgical targets surgeons with Endo Clip. S 
90:13. 

* Vendors emphasize division over corporate ad 
budgets. Ag 90:15. 

¢ Vertical integration hits home in New York. Mr 
90:19. 

¢ Wampole markets ELISA products. Ap 90:16. 

© West Coast data expands teleradiology line. My 
90:13. 

¢ Winthrop introduces value added doctor’s pro- 
gram. Je 90:16. 


Sales and Marketing Strategies 
* Niche products are key to market success. J] 90:6. 


Trade Show Preview and Review 

¢ AACC to focus on continuity of care issues. S 90:21. 
¢ AHA show is the place to exhibit new products. Je 
90:21. 

¢ AHCA convention examines long term care. Ag 
90:21. 

¢ CIDA meeting logistics promoted interaction. Jl 
90:21. 

* Clinical Chemistry show to attract 10,000. Jl 90:20. 
¢ FAHS format applauded by exhibitors. Ap 90:20. 
¢ Exhibitor response to AHA show is positive. S 
90:20. 


¢ FAHS trade show devoted to hospital groups. Mr 
90:21. 

¢ “Future Hospital” is forum for demonstrations. Je 
90:20. 

¢ HIDA/90 plans for record 600-plus booth. Ag 
90:20. 

¢ HIRA looks at role of reps, manufacturers. Ag 
90:20. 

¢ MAHC revamps conference to attract CEOs. Ap 
90:21. 

¢ NESTI expo helps forge dealer relationships. My 
90:21. 

¢ RSNA ‘90 professional attendance is up 7%. N 
90:21. 

* Vendors use Link Meeting to get product vote. Je 
90:20. 


COMPANIES 


A 

¢ Abbott Laboratories— Ap 3; My 5, 18; Je 3, 4, 6, 13; 
Ag 1,4;N 8;D 19. 

¢ Access Medical Systems— My 13; Ag 3. 

¢ Acculab— My 15. 

¢ Acuson — S 15; N 6. 

¢ Advanced Cardiovascular Systems— My 10. 
¢ Advanced Video Products — D 10. 

¢ Aequitron— Ag 4; O 1,7. 

¢ Albion —S 4. 

e Alcon — Je 9. 

¢ Alconox— Mr 14. 

¢ Allied Fibers — My 15. 

¢ Alpha Therapeutic — Ap 15. 

¢ American Distribution Service — Je 14. 

¢ American Health Products — O 1, 8. 

* American Hospital Assoc. — D 19. 

¢ American Hospital Supply — My 2, 3; O 6. 
¢ American Healthcare Systems — O 6, 7. 

¢ AmeriNet — Mr 3; Je 3. 

¢ AMSCO/Hospital Division — D 15. 

¢ An-Con Genetics — Ag 14. 

¢ Ansell — Ag 9. 

¢ Aqua-Ciser — My 14. 

¢ Arcoa Industries — Je 16. 

¢ Arthur D. Little — D 1. 

¢ Arvee Medical — O 1, 8. 

¢ Astra Pharmaceutical Products — My 18. 
e AT&T —D 21. 

¢ AVL Medical Instruments AG — D 6. 


B 

¢ Bard Urological — N 5. 

¢ Baxter Healthcare — Mr 9; My 2, 3, 8, 13, 20; Je 3, 7, 
13; Jl 6, 10, 13; Ag 1, 6, 9, 15; S 3, 6; 0 6; N 5; D5,19. 
* Becton Dickinson — Ja 36, Ag 1, 9;55;O 19; N 7. 
¢ Bentley Laboratories — My 3. 

* Beverly Enterprises — Ag 3. 

* Bioanalytical Systems — Mr 16. 

* Bioject — Ag 8. 

* Biomed Resources — Ap 15. 

* Biomedical Business International — N 1;D 1, D 8. 
* Biomedical Resources — My 8; Je 6. 

* Biophysic Medical — Je 9. 

* Birdsong Medical Sales — Ag 20. 

¢ BOC Health Care — My 3; J15;S 4. 

¢ Boehringer Mannheim — Mr 1; O 20; N 8. 

* BoMed Medical Manufacturing — D 6. 

* Boston Medical — Ag 9. 

¢ Brentwood Instruments — Ag 5. 

* Bristol-Myers Squibb — Jl 3; Ag 14. 

¢ Burdick— Ag 5. 

* Buffalo Medical Systems — Je 5. 

¢ Burton — Ja 37. 

¢ Burroughs Wellcome — Ap 4; Jl 6. 

¢ Business On Hold — Jl 14. 


¢ 

© Cabot Medical — Mr 14. 

¢ Candela Laser— Jl 3; O 14; D 1, 9. 

© Cardiac Pacemakers — S 6. 

¢ Caremark Homecare—My 8. 

¢ CarePlus— My 8. 

¢ Carex Health Products — My 14; J] 5; N15. 
* Carnegie Medicine— Mr 16. 

* Carter-Wallace — Ap 16. 

¢ Castle — O 14. 

* Central Independent Dealer Association — Jl 4. 
* Central States Diversified — O 5. 

¢ CEO— D1. 

¢ Chiron — Je 4. 

* Circadian— Ag 3. 

¢ Coherent — Je 8,15; D 1. 

* Colonial Hospital Supply — N 3; D 7. 
* Colorado Video — D 10. 

¢ Cone Instruments— Mr 14. 

¢ Conva Tec — Ag 14. 

* Cooper Vision — Je 9. 

¢ Cornell Surgical — Jl 5. 

¢ Corometrics — O 1, 8. 

© Coulter Electronics — O 4. 

¢C.R. Bard —O6. 

¢ Critikon — Ag 1, 6, 15. 


D 

¢ DataSpan — D 10. 

© Deckert Mediert — 0 19. 

¢ Delcrest —S5 

¢ Dependicare Home Health— O 8. 

¢ DePuy— Mr 1. 

¢ DePuy/DuPont — Ag 8. 

¢ Derata — Ag 8. 

¢ Devon Industries — D 15. 

¢ DeVilbiss — S 9. 

* Disposal Sciences — S 15. 

* Discovery System Designs — Je 5; D 11. 
¢ Diatek — Ap 5; O6. 

¢ Disposa-Med — Ag 5. 

¢ Diversa — N 4. 

¢ Dornier Medical Systems — S 4. 

* Dornier Medizintechik GmbH — N 4. 
¢ Droid Systems — Ja 31 

¢ Drucker — N 4. 

¢ DuPont — N 8, 21; D10. 


E 

¢ Eastman Kodak— Mr 1, 5; N 8, 21; D 10; D 21. 
¢ Edgeco — Je 16. 

¢ EdenTec — O1, 8. 

¢ Edward Laboratories — My 3. 

e E.I. du Pont de Nemours — Je 4. 
¢ Eli Lilly— Ap 4; Jl 3; Nov 5. 

¢ Elscint — Jl 8; D 11. 

¢ Empi — Ag 15. 

¢ Enciro-American — My 7. 

¢ Exergen — Ap 1. 


F 

¢ Fenwaal — D5. 

¢ Ferno Ile ——- My 14. 

¢ FilmFax — D 21. 

¢ Foster Medical Supply — Je 5. 

¢ Fukuda Denshi America — My 4; Jl 13; Ag 16; D5. 


G 

¢® Gainor— Mr 1, 5. 

¢ G. D. Searle — J] 13. 

* G. E. Medical Systems (G.E.) — Mr 10; D 11. 
* General Medical — Jl 5; D 6. 

* General Surgical Supply — Mr 4; Je 5. 

* Getinge International — D 15. 

¢ Glasrock Products — Mr 4. 

¢ Graham Field — J] 15; N 15. 


LS 
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H 

e Harbor Medical — N 3. 

¢ Health Industry Distributor Association — Jl 4. 
¢ Health Services Corp. of America — Je 3. 

¢ HealthWatch — Je 5. 

¢ Healthdyne Technologies — Mr 4, My 8; O 1, 8. 
¢ Health Services — Mr 3. 

¢ Henley International — S$ 15. 

¢ Hyperion — N 4. 

e Hitchcock— O 5. 

¢ HMSS— My 8. 

¢ Homecare Concepts — My 21 

¢ Home Nutrition Services — My 8. 

* Hospital Corp. of America — D 9. 

¢ Howmedica — Mr 1. 

¢ Hybritech — O 4. 


I 

¢ I. D.C. Medical Equipment — J] 15. 

¢ Imlogix — D 11. 

« IMCO— O5. 

¢ Image Data — S 15; D 10. 

¢ Imex Medical Systems — My 15; Ag 14. 

¢ Independent Care — S 13. 

¢ Independent Medical Co-op — Ag 5; N 5. 

¢ Integrated Care Systems — My 8. 

¢ Intelligent Medical Systems — Ag 8; O 6; N 15. 
¢ Intermedics — Ap 6. 

¢ International Biomedical — O 1, 8. 

¢ International Business Machines — D 11. 

¢ International Scientific Instruments — O 14. 
¢ Invacare — Ag 3. 16; S 10. 

¢ Ivac— Ap5; 06. 


J 
¢ Johnson & Johnson — Je 4, 13; Ag 1,9; D 19. 


K 

¢ Kendall Healthcare Products — O 6; N 5. 
¢ Kimberly-Clark — Je 14; Ag 14. 

* Kinetic Concepts — Je 3. 

¢ Kirschner Medical— My 4. 

* Koley’s Medical Supply — N 3; D7. 


L 

¢ Laserscope — D 1. 

¢ Laser Technologies — D 9. 
¢ Life — Ja 37; My 14. 

¢ LifeSource — Je 4. 

¢ Liparus — Ja 36. 

¢ LipoGen — Je 15; S 14. 

¢ Lihtan Technologies — Jl 15; N 15. 
* Lossing Orthopedic — S$ 14. 
© Lovell-Schenck— My 15. 

¢ Luma— My 21. 

¢ Lumex — N 17; D 15. 


M 

¢ Macon — Ag 2. 

¢ Mada Medical Supply— My 21. 

¢ Mallinckrodt — Jl 14. 

¢ Marco Techologies — Je 8. 

¢ Mayer & Associates— O 5. 

¢ McKesson — Je 16. 

¢ McGaw — D19. 

¢ MDT Biologic— O 5, 14; D 15. 

* Medic Healthcare — Ja 6. 

¢ Medical Group — D 1. 

* Medical Systems— Mr 1, 6; Ap 1; My 13; Jl 13, 14; 
Ag 15. 

¢ Medical Ventures — Jl 14. 

¢ Medi-Globe— O 15. 

© Medirec — Je 3. 

* Medisonic U.S.A. — Jl 13; O 14. 

* Med-Plus — D 15. 

* Medtronic Andover Medical — Ap 6; Jl 3; Ag 16;O 


5; N 3; D5, 15. 

¢ MEDZAM— Mr 1, 6. 

© Mega Medical — S$ 13. 

© Merck— My 2. 

¢ Midmark — Je 4; Jl 14; S 13. 

* Miles — N 8. 

¢ MiniMed Technologies — S 6. 


¢ Minnesota Mining & Manufacturing (3M) — Je 16; 


N 21; D 14. 

¢ Mobile Diagnostics — S 13. 

¢ Mountain Medical — S 8; N 6. 

¢ MS. Plastics & Packaging — Ja 37. 


N 

¢ National Health Care Equipment — D 4, 15. 
¢ National Research Corp. — D 1,19 

¢ NEC San-ei Instruments — JI 5. 

¢ Needham & Co. — D9. 

¢ Needle-Point Guard — O 15. 

© Nestle S.A. — Je 9. 

© Neuropedic — N 15. 

¢ New England Critical Care— My 8. 

e Nidek — Je 9, 15. 

¢ Non-Invasive Monitoring Systems — D 14 
e Nortech — D5. 

* Novo-Nordisk — S 6. 


O 

¢ Omega Medical — Ap 5. 

© OnGard Systems — My 13. 

¢ O.P.T.L.O.N. Care — My 8. 

¢ Orange Medical Instruments — S 6. 

¢ Original Equipment Manufacturers — D 11. 
¢ OR Medical — Je 5. 

¢ Ortho Diagnostics Systems — Je 4. 

e Overland — Je 5. 

¢ Owens & Minor — Jl 6; N 3; D6. 

¢ Oxford Medical International — O 14. 


P 

e Pace Tech — N 16. 

¢ Palm Lakes Medical — N 5. 

¢ PA Medical — Jl 14, 15. 

e Pancretac — S 6. 

¢ Parker-Hannefin — S 6. 

¢ Pedex Medical — N 5. 

© Pfizer— Mr 1; J1 3. 

¢ Pharmacia — Ja 36. 

¢ Pharmaseal Surgical Products — Ag 9. 
¢ Philips Medical Systems North America — Mr 10; 
My 15; Jl 1,9;S4;D 11. 

¢ Physician Sales & Service — Mr 4; Je 5. 
¢ Physician Supply — je 5. 

¢ Picker International — Mr 10; My 5; Je 3; J1 9, 15; 
Ag 15, 16. 

¢ Pioneer Medical — Je 5. 

¢ Precision Health Care Systems — Ag 5. 
e Primedic — Ag 16. 

e Procare — Je 5. 

¢ Proctor & Gamble — Jl 3. 

¢ Puritan-Bennett — S 9;O 15. 


¢ QO-Med — Je 5. 
¢ Quantronix — My 10. 
© Quinton— Ap 14; Ag 14;5 15; N 16. 


R 

© Rajowalt — D 4. 

¢ Raman Technology — S 4 

¢ Raytel — D 10. 

¢ ReedLine— Mr 14. 

¢ ResCare —— D5. 

¢ RF Technologies — Je 14. 

¢ Russell Reynolds & Assoc. — D 19. 


S 
¢ Sage Products — My 6. 
¢ Sam Say Associates — Ag 20. 
¢ Sarns — My 10. 
Scimed Life Systems — My 10. 
¢ G. D. Searle — Jl 13. 
Seca — Ag 15. 
Seratronics-Fresenius — Jl 10. 
Sharplan Lasers — Je 14; D 9. 
Sherwood Medical— Ag 1. 
Siemens Medical Systems— Mr 10; Ap 6; N 21; D 
11. 
Simple Green — Ag 15. 
¢ Simplex Time Recorder— Ap 14. 
¢ Smith Barney, Harris Upham & Co.— D 9. 
¢ Smith & Nephew Perry Diagnostics— My 5, 15, 18; 
Ag 5, 9. 
¢ Smith & Nephew Richards Medical — Je 12. 
* Solid Waste Technologies — Je 15. 
Spectranetics — D 1. 
Spectrum Medical Industries— Mr 1, 5; Ap 4. 
Starline Dealers— My 20; 05. 
Steridyne — N 17. 
Sterile Concepts — N 3. 
Steris Laboratories — Ap 14. 
Sterling Rubber — Ja 36. 
Statlab — Jl 4. 
Strato Medical— My 15. 
Stuart Pharmaceuticals — Jl 6. 
Style N’ Motion — Ja 36. 
Summit — Je 9; N 17. 
Sunrise — J] 15; D 4. 
Supply Resources— Ag 5. 
Surgical Laser Technologies — D 1. 
¢ Surgikos — Ag 9. 


T 

¢ Taunton Technologies — Je 9. 

¢ Technical Resources — Je 16. 

¢ Technology Marketing — Jl 1. 

¢ Teletronics Pacing Systems — Ag 14. 
¢ Temco Home Health Care Products — D 15. 
e Terum — Jl 10; Ag 1, 15. 

¢ Thermoscan — O 6. 

¢ The Spectranetics Corp. — D 11. 

¢ T.K. Glove Products — O 5. 

¢ Tosshiba Medical Systems — Jl 9. 

¢ Travenol— My 3. 

¢ Trimedyne— My 10; D1. 


U 

© Ulster Scientific — S 6. 

© Uni-Patch— My 9. 

© United States Medical — Jl 3. 

¢ United States Surgical — S 13; D 11. 
¢ USCI— My 10. 


Vv 

¢ Venture Resources — O 19. 
¢ VHA Supply— Ag 12. 

¢ Virtual Imaging — D 11. 

¢ Vortech Data — D 10. 


Ww 

¢ Wampole Laboratories — Ap 16. 

¢ Welch-Allyn — Je 5. 

¢ Wnet-Brostol — Je 5. 

¢ WestCoast Data— My 13. 

¢ Winchester Surgical Supply — S 5. 

¢ Winfield Industries — My 7. 

¢ Winthrop Pharmaceuticals — Je 16; Ag 8. 

e W. J. Willis — Ag 20. 

¢ Wyeth-Ayerst Laboratories — Ag 8; My 18. 


Z 
¢ Zimmer— My 3. 
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